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THE APPLE 
HARKETING PHILOSOPHY 
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EMPATHY FOCUS IMFPUTE 
We normally think of marketing in terms of forecasting, stratesic and 


Product planning. selling, advertising, merchandising and the like. Hhiie 
these functions are indeed the kernel of marketing, Arrle believes there 
are more fundamental concerts which determine the success with which they 
are Ferformed. Eyersthins we do in the marketine derartment revolves 
around one or more of these concerts. The essence of Arrle’s marketing 
Philosophy is contained in Just three words...emrathy, focus, and impute. 


Enrathy - Understandins so intimate that the feelinss, thoushts,s and 
motives of one are readily comprehended by snother. If we have empathy for 
our customers and dealers, we will truly understand their needs better than 
ans other company. He will know how they feel about our products and ebout 
fierle, what thousht process they 30 throush before making a decision to 
buy, and what motivates their actions. Just “beings sensitive’ is nor 
enougsn to do an Arele marketing Job.... it takes intimate understandins of 
our customers, fellow employees, competitors, and our dealers.ccece 
enrathy. 


Focus - A thoroush and complete understandings of the marketelace 
always provides more orrortunities than can or should be attacked. In 
order to do a s300d Job of those things that we decide to do» we must 
eliminate all of the unimeortant opportunities, select from tne remainder 
only those that we have the resources to do wells, and conceitrate our 
efforts on them. This Process resuires that we set Priorities carefully, 
and that we discipline ourselves to relisiously stick to our erlarns. 


Tnpute - the process by which sn impression of 4a Product, compans or 
Person is formed by mentalls trsnaferrinas the characteristics of the 
communicatins media to the Frocuct, company or rerson. In other words, 
People 00 Judse a book by its cover, 3 company by its representatives, & 
Product“s suality by the aualit- itz collateral materials etc. Here are 
Just a few examples of now Arele ss used this concert.... 


He created the imrpressic _\at Arele was a successful company Ov 
advertising like a successful coneany. He created the impression that the 
Reele II was a hish avality Product by eproducins hish avality ads, 
brochures, manuals. and other collatera l materials. He created the 
impression that Arrle was a hishly solid company by makings and publicizins 
contracts with large, high credibility organizations like Dow Jones, Bell &% 
Howell, and ITT. We created the impression of beins an “industry leader’ 
by arranging for articles to be rublished on us in maJor magazines such as 
Business Week» Times and Fortune. 


The general impression of Arrle Comeuter Inc. (Cour image) 13 the 
combined result of everuthins the customer sees, hears or feels from Arrle, 
not necessarily what Apple actuslly is! He may have the best Product, the 
hishest quality. the most useful software etcs if we present them in 4 
slirshod manner, they Will be rerceived as slirpshod, if we present them in 


SB creative, professional marners we will imFute the desired au iISlities. 
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He normally think of marketins in terms of Ones SS eihS strategic and 
ct Planning, selling, advertising, mercharidising and the like. While 
tiiee functions are indeed the kernel of marketins, Arrle believes there 
are more fundamental concerts which determine the success with which they 
are performed, Eversthins we do in the marketine derartment revolves 
around one or more of theseoconcerts. The essence of Arele’s marketins 
Philosophy i¢ contained in Just three words...emrathy, focuss and imeute. 


Empathy —- Understanding so intimate that the feelinss, thoughts, arid 
motives of one are readily comprehended by another. If we have empathy for 
our cUstomers and dealers. we will truly ubderstand their needs better than 
any other company. We will know how they feel about our preducts and ebour 
Heele, what thousht process they 306 throush before makings a decision to 


bug, and what motivates their actions. Just “beins sensitive’ is not 
enousn to do an Hprple marketing Job.... it takes intimate understandings of 
our customers, fellow employees, comrpetitorss and our dealeérs..e.s. 


enrathny. 


Focus - ft thoroush and complete Understandins of the marketrlace 
always Provides. more orrortunities than can or should be attacked. In 
order to do a sg00d Job of those things that we decide to do» we must 
eliminate all of the unimrortent orrortunities, select from the remainder 
oniy those that we Have the esources to do well, and conceéitrate our 
efforts on them. This Process resuires that we set Priorities carefully, 
and that we discipline ourselves to relisiously stick to our elars. 


Tmpute -— the Frocess by which ah impression of a Pprodutts comeany or 


Person is formed bu mentalls trsrnsferfins the characteristics of the 
coMmMUNicatina media to the erocucts company or person. In other words, 
People DOD Judse a book by its covers a company by ite rerresentatives, a 
Product’s sualityu by the suelit \us collatersi materials etc. Here are 
JUSt & few examePles of how Arri« > WSed this concert.es.s 
He created the impres: s\ Arele was «4 successful company by 
advertising like a successful cSieats. He created the impression that the 
Aeeple II was a hish quality “Feeduct by Producins hish susalits ads, 
brochures, manuals, and other «sll 
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teral materials. He crested the 
inpression that Arele was a pisehhe lid company by makings and Publicizina 
contracts with large, hish credibility organizations like Bow Jones, Bell %& 
Howell, and ITT. We created the impression of beins an “industry leader’ 
by arranging for articles to be published on us in maJor magazines such as 
Business Weeks Time, and Fortune. 
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The séneral impression of Arrle Computer Inc. ‘our image) is the 
combined result of everuthins the SUS ONEE sees, hears or feels from Arrle- 
not necessarily what Eze actually is Ne May have the Best product, the 
hishest quality, the mos useful 8) Misse etcs if we Present them in 3 

lirshod manners, they will be perceived as slipshod, if we present them in 
@ creative, professional manners, we will impute the desired qualities. 
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